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Vol. III

New York, September, 1918

No. 10

HE Present and Future Oppor together. Cutthroat competition is rapidly be
tunities of the Accountancy- coming a thing of the past. Business promo
trained Man” was the subject of tion, however, still exists, and there is still the
an address by John T. Kennedy, effort to make sales. But this effort is directed
LL.B.,at Pace Institute, on July more to the creation of public demand than to
17th. In the early part of the the fighting of a competitor.
“In the old days, the manufacturer made his
address, Mr. Kennedy pointed
out the several indications of selling appeal to the wholesaler, the wholesaler
increased business after the war, and the mod to the retailer, and the retailer to the public.
ern tendency toward a more scientific conduct Each considered himself mostly concerned with
of business. The remainder of the address, the class to whom he directly sold. Thus the
manufacturer sought the
which discussed specifically
favor of the wholesaler, and
the opportunities of the Ac
LEADING ARTICLES
the salesmen of the whole
countancy-trained man, fol
saler sought the favor of
lows:
Mistaken Identity in Sales
the retailer, and the retailer
“How may the young man
Page 148
influenced the consumer in
best prepare himself to take
the selling of goods. To
a leading part in the new
Receivables and Inventories
day, marketing, for the
business era which will fol
Page 150
low the war? This question
most part, proceeds in the
Military and Naval Promotions
opposite direction.
The
may be answered by a brief
manufacturer appeals di
Page 152
review of the development
rectly to the public through
of business within the past
Accrued Liability Insurance
ten or fifteen years.
national advertising. If the
Page 154
“Business executives of
public demand the goods,
then
the retailer must carry
the past were, to a great ex
Ruggedness in Style
tent, drawn from men who
them; if the retailer must
Page 157
carry them, the wholesaler
were interested in the mar
keting function of business.
must buy them. Thus it is
College Women in Business
These men were skilled in
that, through the force of
Page 159
selling.
Major attention
public demand, the manu
was paid to the selling end
facturer moves his goods,
of the business, the general idea seeming to be, instead of primarily catering to wholesalers,
Make sales, and the business will take care of jobbers, and retailers. By no means would I
itself. Those were the days of intense competi infer that it is advisable for a manufacturer to
tion. Business was a constant struggle between attempt to market a product without securing
competitors. Very naturally, the men who be the good-will of the wholesaler and the retailer.
came foremost in business were those men who But, granting that there is a fair profit on the
were capable of meeting and besting the com goods, the retailer, and likewise the wholesaler,
petitors in their particular line. This condition tends to favor the manufacturer who can create
resulted in a group of executives whose major the greatest public demand for his goods.
abilities were closely allied with the marketing
“Investigators of the distribution side of busi
side of business.
ness have noted this constant tendency of the
“Within the more recent years, a marked manufacturer to secure greater freedom in the
change has gradually developed. Men fight marketing of his goods. This tendency is evi
competitors less than they did formerly. In dent in the effort to eliminate middlemen and
some instances, competitors work more or less sell directly through retail stores. It is also

Account
ancy,
Present
and
Future

the organization.
Organization
evident in the effort to do less sell
control
consists
largely
in so classi
ing through the medium of sales
ace tudent
fying effort as to localize results
men and more by correspondence.
September, 1918
and tendencies. Let me illustrate
Salesmen there are, and salesmen
there always will be. But no impartial investi this point by the popular game of baseball.
gator can fail to note that the manufacturer is Here is a manager who looks to the final score
gradually, but surely, freeing himself from ab only. He does not study the merits and the
solute dependence upon salesmen, upon whole faults of his individual players. Contrast him
salers, and upon retailers, in the marketing of with the manager who has averages at his com
his goods. By the simple process of extensive mand showing the abilities of each of the play
advertising, and the creation of a public de ers in each of the departments of the game. No
mand, the problems connected with the market one familiar with baseball would doubt that the
ing side of his business, though still important, latter manager, all other things being equal, will
have ceased to be the major problems and are, be the more successful. Early in the history of
for the most part, delegated to advertisement business, the tendency was to look to the final
score. Then, the management deemed that the
writers and promotion men.
New
“One result of this world war has been to best way of improving the score from year to
Type of show that business is no longer conducted as it year was to make more sales. To-day, business
Executive was in the time of business competitive warfare. organizations are classified as to parts. These
To-day, the problem of the manufacturer is not parts are handled largely by specialists. Rec
in moving his product, but in getting the prod ords are kept, which show what each of these
uct to meet the demand. Nor is the mind of the parts has accomplished, the cost of the accom
proprietor very much concerned over his com plishment as to each part, and the value of the
petitors. He is more directly concerned with accomplishment of each part in the achievement
the internal management of his organization. of profit. Cost Accounting is nothing more or
His two main problems are stimulation of pro less than the localization of accomplishment.
“Not only does the accountant know how to Accountants
duction and control of his organization. In
both of these problems, accountants are espe marshal the facts as to what has been accom as
cially skilled and intensively trained. For this plished, but he also knows what should be ac Executives
reason, we find that business executives are now complished and how to gain a better accom
more and more being drawn from the ranks of plishment. In his upward climb to ah executive
post, he is constantly studying what has been
accountants.
“Let us examine into the reasons why ac done in his own organization, and often in other
countants are competent to handle these prob organizations. Unlike experience of other
lems. For the most part, the first problem, that kinds, Accountancy experience is not confined
of increasing production, depends upon the to any one part of the business, but extends to
scientific conduct of business. The scientific all parts. At the same time, the accountant
conduct of business, in turn, depends upon studies the results of actions taken to improve
knowledge of the events which are happen production. He knows those which have suc
ing in the business. The facts arising out of ceeded and those which have failed. If he is a
these events, together with the effects of the thorough accountant, he is familiar with every
events upon the business, are recorded in the known expedient for stimulating and increasing
books of account. This record is transcribed to production. Knowing how to gather the facts
statements which show the progress and the as to what has been done, armed with the knowl
condition of the business down to the minutest edge of what should be done, and versed in the
details. Not only are Accountancy-trained men most modern methods of improving the accom
needed to prepare these statements, but Ac plishment, it is but natural that accountants are
countancy-trained men are needed to interpret competent and able to handle the destinies of
the meaning of these statements, and properly business organizations.
“These facts are being tested in our present
to diagnose the significance of the business
transactions which have occurred. It is because war. Insistent and persistent is the demand for
business is conducted more on the basis of re production. Along with this demand for more
corded facts and less on the basis of approxima production, there is a tremendous demand for
tion that accountants are called upon in this the services of accountants. To-day the Govern
work of stimulating and increasing production. ment is constantly sending out calls for more
“This first problem of business proprietor accountants. Many of these accountants are the
ship, that of increasing production, is intimately direct representatives of the Government in the
associated with the second, that of controlling large industrial plants which are producing
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[Forward to page 158

Biographical Snap Shots
Men Who Have Made Good
HWARD E. MURRAY, a Pace gradu
O
ate, has recently been elected man
ager of the Akron office of the public
accounting firm of Arthur E. Chandler
& Company. This bare announce
ment tells the story of another Pace
graduate’s developing success in the professional
practice of Accountancy, for the firm of Arthur E.
Chandler & Company has a varied business that
demands skilled technical and executive control.
Mr. Murray is only thirty years old, having
been born in Le Roy, New York, in 1888. Mr.
Murray got his early education in the rural
schools of his home village; then he graduated
from the Le Roy High School in 1903. In order
to supplement his academic education with an ele
mentary business training, he then took courses
at the Bryant & Stratton Business College, in
Buffalo.
Mr. Murray, like many other young men that
think of to-morrow, decided to become an account
ant. Accordingly, he enrolled in the Buffalo
School of Accountancy, which gives the Pace
Course in Accountancy and Business Administra
tion, and graduated in 1914. This is a brief out
line of Mr. Murray’s business training through
the medium of study.
The steps of his business advancement are
worthy of mention. After leaving school in 1903,
he held various clerical, stenographic, and book
keeping positions till 1912. Then he began to
climb upward rapidly. From October, 1912, till
November, 1914, he was head accountant for the
Buffalo Cold Storage Company. From November,
1914, till June, 1915, he was a junior accountant
on the staff of Chandler & Patriquin, public ac
countants, Buffalo. From June, 1915, till August,
1915, he was connected with the accounting staff
of Nau, Rusk & Swearingen, Cleveland. Then he
became auditor for the S. H. Kleinman Realty
Company, Cleveland, remaining with that firm till
May, 1918.
Mr. Murray is one of those fortunate young
men that every one speaks well of in respect to
ability and personality. He makes friends and
keeps them, and he is a business technician who
knows what the modern business concern needs
in the way of efficiency of management that will
insure its stability and growth. Arthur E. Chan
dler & Company regard Mr. Murray as a “comer”;
and as for Mr. Murray himself, he has no regrets
at having made the profession of Accountancy the
means of deserved recognition and advancement.
C N a person take the Pace Account
A
ancy Course by mail and accomplish
anything?” This question is often
asked by ambitious young men who
are so circumscribed that they find
it impossible to attend a Resident
School. James L. Respess, C.P.A., of Atlanta,
Georgia, is one Pace Student—and there are many
others—who would forthwith answer “Yes.” Here
are the outstanding facts in his business career:
Mr. Respess was born in Atlanta, in 1885. He
attended the Atlanta public schools and graduated
from the high school at Duluth, Georgia. Then
he went to work. After the usual office-boy ex
perience, he gradually climbed upward to posi
tions of steadily increasing responsibility. For
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some time he was connected with the Beck &
Gregg Hardware Company, of Atlanta, as stock
clerk, and with the King Hardware Company, of
Atlanta, as cost clerk. Then he became cashier
and general office executive of the Standard Oil
Company, of Georgia.
But Mr. Respess was not content with the
prospect of filling a routine business position for
the rest of his life. He foresaw the great oppor
tunities offered by the Accountancy profession,
and he began to chart out his commercial course
accordingly. Realizing that theory and practice
should go hand in hand, he first enrolled in the
Pace Accountancy Course (by Extension through
the mails) and kept at his studies till he had com
pleted them.
When well along in his course, he joined the
staff of Alonzo Richardson & Company, public
accountants, Atlanta, and remained with them for
three years, from 1913 till 1916. Here he got
much valuable experience.
In 1914, Mr. Respess passed the Georgia State
C.P.A. examination, receiving his professional de
gree. Since 1916, he has been in public Account
ancy practice for himself, under the name of
James L. Respess, public accountant. His busi
ness, small at first, has steadily grown, until to
day he has a large and satisfied clientele, with
prospects of development that are most encour
aging.
Mr. Respess is a member of the Georgia Society
of Certified Public Accountants and of the Amer
ican Institute of Accountants. His professional
standing is very high, and—what is most impor
tant of all—his daily work brings him satisfac
tion. What he has accomplished is at least partly
—as he often says—due to his foresight in taking
up the Pace Accountancy Course by Extension.
T E present war-time demand of the
H
Federal Government for accountants
is a matter of common knowledge.
So is the Government’s difficulty in
finding them. There are several rea
sons for the scarcity of business tech
nicians of this type. One reason is that there is a
bigger demand in the professional practice of Ac
countancy and on the part of private business or
ganizations than can be readily supplied. And so,
generally speaking, the accountant who joins the
forces of the Government is actuated chiefly by
patriotic motives.
This is true of many accountants throughout
the country who, disregarding personal interests,
have rallied to the Nation’s call. Among these
men are many Pace graduates, one of whom is
Max Rudo, C.P.A., who is now connected with the
Federal Trade Commission, at Washington, in an
important executive and accounting capacity.
Mr. Rudo is a young chap—only twenty-six—
having been born in Russia, in 1892. He was
brought to this country when a mere youngster,
his parents settling in Baltimore. Young Rudo
went through the Baltimore public schools, gradu
ating in 1908. Then he spent one year at the
Polytechnic Institute, of Baltimore, and after
wards took up special studies, the completion of
which gave him the equivalent of a full high
school education.
[Forward to page 157

Law
Depart
ment
John T.
Kennedy,
LL.B.

Mistaken
Identity
in
Sales

The
? one time or an
Gwynne represented that he was
other during his
Baldwin J. Gwynne. The repre
life, the average
sentation was made in a business
September, 1918
man is defrauded
interview with a man named
by some one who pretends that Phelps. Phelps knew that Baldwin J. Gwynne
he is some one else. One of the was a responsible business man, of Cleveland,
favorite dodges of the crook is Ohio. He sold the impostor, Walter J. Gwynne,
to borrow the reputation, by a large amount of jewelry, believing that he was
assuming the name, of a responsible business selling to Baldwin J. Gwynne. The impostor, in
man. Our newspapers frequently contain stories turn, sold this jewelry to D. C. McQuade. Upon
of shrewd business men who have been taken in learning the full facts, Phelps brought an action
by this trick. The law reports are tilled with to recover the jewelry from McQuade.
cases of mistaken identity, and numerous in
The court held that the rule regarding the re
stances unquestionably occur which never reach covery of stolen property by the owner, did not
apply in this case. Title had passed, according
the courts.
One of the several branches of the law in to the ruling, to Walter J. Gwynne. Phelps in
which mistaken identity cases arise is the law tended to deal with Walter J. Gwynne, since his
of sales. Goods are turned over to an impostor interview was with that individual, even though
under the impression that they are being sold he was deceived as to the impostor’s identity.
to a responsible business man. Perhaps the im Accordingly, Phelps was not entitled to recover
postor has visited the seller, representing him the jewelry.—Phelps vs. McQuade, 200 N. Y. 232.
Let us suppose, under the same facts, that in
self as the business man in question. Or per
haps he may carry out the deception by letter. stead of an interview, a letter signed Baldwin J.
In other cases, he may pretend to be the agent Gwynne had been sent by the pretender to the
seller. Upon the strength of this letter, the
of the business man.
Ordinarily, it is difficult to recover from the seller sent the goods to the pretender, and the
business man whose name has been assumed. pretender, in turn, sold the goods to a third
There are instances, however, in which a busi party. In this case, the seller could recover
ness man surrounds the impostor with the ap from the third party. The reasoning is that the
pearance of being his agent. Should the busi seller intended to deal with the individual
ness man so act regarding the impostor as to whose name was signed to the letter. Since
give people just cause to believe that the impos Baldwin J. Gwynne’s name was signed to the
tor is his agent, then the loss may be recovered letter, he was the person with whom the seller
from the business man. In most of the cases, intended to deal. Accordingly, title could not
however, this does not happen, and recovery have passed in this case to any other person than
from the business man is impossible.
Baldwin J. Gwynne, and the seller could re
There are times when recovery may be had cover from the third party. This is so, even
against a third person. The impostor may have though the third party is innocent of any wrong
sold the goods to a third person, in which case doing.
they may be recovered, under certain circum
The third class of cases comprises those in
stances, as stolen goods. This is not the case if which the impostor pretends to be the agent of
the dealings with the impostor by the original a responsible business man. In these cases, the
seller were such that the title of the goods person with whom the seller intends to deal is
passed to the impostor.
the business man. He is not dealing with the
It is important, then, to inquire as to when business man when he deals with a person who
title to the goods does pass to the impostor. pretends to be, and is not, an agent of the busi
This is determined in turn by the question, ness man. Accordingly, title does not pass, and
With whom did the seller intend to deal? It the seller can recover from an innocent third
does not follow that the seller always intends to party if the pretended agent transfers the prop
deal with the person whom the pretender repre erty.
sents himself to be. He may intend to deal
In all of these cases, two innocent parties have
with the pretender, even though he is deceived dealt with an impostor. Injury must occur as to
as to the identity of the pretender. Should this one of the parties, and in determining which of
be the case, then title passes to the pretender. the parties must lose, the question asked is, Did
Otherwise, it does not. The distinction is diffi the original seller intend to deal with the im
cult to state, but will be readily understood from postor? If the impostor visits him, and he sees
the consideration of a few cases.
and talks with him, then the impostor is the
In one of the New York cases, Walter J. person with whom he intended to deal. In the
148

them, secured in the course of deal
Law De case of a letter, he intends to deal
partment with the person whose name is
ace tudent ing between the parties.—Fender(Continued) signed. In the case of a pretended
son vs. Lehigh R. R. Co., 163 N. Y.
September, 1918
A. D. 107.
agent, he intends to deal with the
Common abbreviations of every-day knowl
principal. It is upon this basis that the re
edge may be used with a degree of safety, but
spective rights of the parties are determined.
the safest course from the standpoint of the law,
Abbrevia
COMMON fault of young men and young as well as the most satisfactory from the stand
tions
women in business, likely to have legal as point of operation, is to avoid rather than favor
the use of abbreviations.
well as operative disadvantages, is the excessive
use of abbreviations. Young bookkeepers, stenog
FREQUENTLY, the exercise of what is Stopping
raphers, and clerks must be warned constantly
known as the legal right of stopping goods Goods in
against the dangers of too much abbreviation.
The tendency to abbreviate arises from the when in transit saves the seller of goods con Transit
supposition that time is saved. This is correct, siderable loss. It is of advantage to the seller
if the persons who must refer to the record un of goods to know when he may exercise this
derstand the abbreviations as thoroughly as right, and how best he may exercise it. It is
those making the record. If not, then the time likewise of advantage to know how to avoid the
saved in making the record is more than coun loss of the right. A clear understanding of the
terbalanced by the time lost in referring to the action to be taken in either case may be had
record. Furthermore, every one is familiar with from a consideration of certain sections of the
the misunderstandings and the errors likely to Uniform Sales Act, an act which has been incor
occur, if the meaning of the abbreviation is not porated in the statutes of many of our states.
Stopping goods in transit, sometimes referred
known.
In addition to the ordinary dangers of abbre to in law as stoppage in transitu, means that,
viations, there are certain legal dangers. Abbre under certain circumstances, a shipper of goods
viations should be shunned in contracts. Here, may have them returned to him before they are
I am speaking of contracts in the broad sense, delivered to the buyer. It is well known that
and do not merely refer to the formally drawn the legal title of the goods—that is, the owner
contract. The terms of a contract are often ship—passes in most instances to the buyer
determined from a large number of papers from the time the goods are shipped. In law,
which show the negotiations of the parties. then, these goods are owned by the buyer, but
Abbreviations are likely to creep into the lan the law provides that the seller may get them
guage used in these papers, and may, under cer back by exercising this right of stopping them,
tain circumstances, result in a difference of and the technical legal property right is known
as a lien.
opinion as to the terms of a contract.
In order to exercise the right of stopping
A party to a contract is not always presumed
to have a knowledge of the meanings of the ab goods in transit, three conditions are necessary:
breviations used in the various papers containing The first is, that the buyer be insolvent; the sec
its terms. Ordinarily, if the abbreviations are ond, that the goods be in transit; and the third,
extensively used and known in the trade, the that a negotiable bill of lading has not been
party is presumed to be familiar with them. issued for the goods and endorsed over to an
This is also true should the course of dealing as innocent person who has paid value for the
between the parties indicate a knowledge of the goods.
Little need be said as to the first of these.
meaning of the abbreviation. In the absence of
these conditions, either of which might be diffi As to the second, goods are deemed in transit,
cult to prove in a law court, a knowledge of the under the Sales Act, from the time they are
delivered to a carrier until the buyer, or the
meanings of abbreviations is not presumed.
A typical case in point was that of a railroad buyer’s agent, takes delivery of them from the
company, which used a bill of lading on which carrier. They are likewise deemed in transit if
were printed the letters “S. L. & C.” These let rejected by the buyer and the carrier is holding
ters were intended to mean “Shippers load and them, even if the seller has refused to receive
count,” and to relieve the carrier from liability them back. In other words, the seller may, after
in the case of non-receipt of a part of the goods refusing to receive them back, and upon learn
shipped. The court held that the carrier was ing of the insolvency of the buyer, exercise his
not relieved, and that the shipper was not pre right, provided the goods are in the possession
sumed to know the meaning of these letters in of the carrier.
Should the goods have arrived at the destinathe absence of proof that he had knowledge of
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Question
and
Answer
Depart
ment

Q

A

Q

Profits Tax for the next year? By
THIS
Department
does not publish
ace tudent this I mean, may it add the undis
tributed profit to the invested capi
answers to all of
September, 1918
tal for the succeeding year, and by
the questions re
ceived, but only to those which increasing its invested capital reduce the per
we deem to be of general inter centage which income bears to that capital and
est to our readers. A communi thus reduce the tax? Would such an action on
cation, in order to receive at the part of a corporation be construed as an
tention, must contain the name and the address evasion of the tax?
Under the law and decisions as they are now, A
of the person asking the question.
and as they are likely to remain, reduction of
COMPANY buys a plant which has been in profits in the manner suggested would have the
. operation and is in need of considerable re result that you give. There is nothing in the
pairing. This repairing is all charged to one aclaw
 which prevents the adding of accumulated
count, and ultimately carried to the debit of the profits to surplus, which constitutes a part of
Plant Account, and is not charged to the Profit the invested capital. In this connection, it must
be borne in mind that the tax law provides for
and Loss Account. Is this treatment correct?
Yes, the treatment is correct. The repair is a tax of ten per cent. upon net income not dis
made for the purpose of placing the plant in a tributed, and not invested in certain United
condition where it could be used by the vendee States securities, or in the business, within six
company. Hence, the expenditures were a part months after the close of the taxable year.
More details concerning this latter tax are con
of the cost of the plant as to that company.
tained in the August, 1918, number of The Pace
ILL you kindly answer for me the fol Student, Law Department.
As to the question of evasion, this would de
lowing question which was in the last
pend upon the intention. If the intention were
New York C.P.A. examination?
“The Blue Ribbon Jewelry Company takes an to evade the tax by not distributing the profits,
inventory of stock preparatory to closing the it would, of course, constitute an evasion.
books at the end of the year. If called in as
HERE a depreciation reserve includes Q
auditor, how would you treat the deduction by
the Blue Ribbon Jewelry Company of $15,000
the estimated cost of repairs, would you,
from the total of its inventory, as representing
for balance-sheet purposes, deduct the full
doubtful and uncollectible accounts?”
amount of the reserve from the asset it repre
Adjustment entries will be necessary, debit sents, or would you deduct only that part of the
ing the Inventory with $15,000, and making simi reserve which represents the wastage, and show
lar credit to the trading section of the Profit the remainder on the credit side of the Balance
and Loss Account, or to such other account of Sheet under a separate caption?
like tenor as might be raised in connection with
The entire amount of the reserve is ordinarily A
the adjustment. A debit would be made to deducted from the asset to which it appertains.
Profit and Loss Account, or to the adjustment It would be proper, and in many cases entirely
account, of $15,000, and a credit to Reserve for practicable, to show the distinction.
Doubtful and Uncollectible Accounts.
The probability of certain of the Accounts
ITH regard to your comments in the July Q
Receivable not being collectible in no wise af
number of The Pace Student as to the
fects the value of the Inventory. It does affect
elimination of intercompany profits, I would
the value of the Accounts Receivable. Accord like to ask how you would treat these inter
ingly, in order to show the estimated value of company sales, expenses, profits and losses, in
the Accounts Receivable, it would be necessary ventories, etc., in the matter of preparing state
to deduct, on the Balance Sheet, the Reserve set tax reports, where such separate corporations
up from the total of the Accounts Receivable, are located in various and several different
as carried in the books. The Inventory, to be states. Should they not have to be treated with
shown at its real value, should not be lessened out regard to the holding company?
by the amount of Accounts Receivable deemed
This depends upon the tax law. Ordinarily, A
uncollectible.
the state tax reports are based on the profit and
loss outcome, as to the individual companies.
F a corporation permits its profits to remain In the Federal Act, so far as the Income Tax is
in the business instead of being distributed, concerned, the returns are made as to the indi
would not this result in reducing its Excess- vidual companies. Under the Federal Excess-
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Question
and
Answer
Depart
ment
(Continued)

Q

A

sires to get cash for it. In order to
Profits Tax, affiliated companies
must, under certain circumstances,
ace tudent get this cash, he must endorse the
submit a consolidated return. The
note. There are then on the note the
September, 1918
name of the original maker and the
circumstances are in case the par
ent company owns 95 per cent. or more of the name of the person to whom it was given. This
stock of the subsidiaries, and in case the sub is the reason why it is called two-name paper.
sidiaries are engaged in the same or a closely
LEASE explain the distinction between Q
related business to that of the parent company.
the verbs “lay” and “lie.”
A consolidated return is also required should 95
These are two entirely different verbs, though A
per cent. or more be owned by the parent com
pany, and should the dealings between the com often confused, because the past tense of “lie”
panies affect, arbitrarily, the amount of the in is “lay.” The past tense and past participle
vested capital of any of them (as by arbitrary of “lay” are “laid,” the past participle of “lie”
intercompany profits).
is “lain.” “Lay” must always have an object,
“lie” never does have one. Say “He lies down,”
INDLY give me the distinction between a “He lays the book down,” “He lay down,” “He
merger and a consolidation, as used in con laid the book down,” “He was laid away in his
grave,” “He has lain all night on the ground.”
nection with corporations.
Although these two terms are sometimes used
HICH of the following sentences is cor Q
W
interchangeably by business men, there is a
rect? “I do not know if I shall go Sat
definite distinction at law. According to the
New York cases which interpret the statutory urday.” “I do not know whether I shall go
law on the point, a merger consists of a number Saturday.”
The second sentence is correct. Do not use if A
of corporations, still in existence, but associated
by virtue of the fact that one corporation holds in a subordinate clause in the sense of whether.
stock ownership of a controlling interest in the
INDLY indicate the correct arrangement of Q
others.
the heading and salutation of a letter ad
A consolidation is where several corporations
combine by forming a new corporation, the old
dressed to a firm composed of two individuals.
corporations, after the formation of the new
The following is correct:
A
corporation, being dissolved.
Messrs. Robinson & Brown,
36 East 48th Street,
HAS a promissory note given by B, which
New York City.
he presents to B at maturity, but is unable Gentlemen:
to collect. Is B liable for the interest after the
date of maturity?
RITICIZE the following sentence: “Re Q
C
B is liable for interest at the legal rate from
plying to your letter of July 30th, the
the date of maturity to the date of payment of goods will be shipped immediately.”
The sentence should read: “Replying to your A
the note. In the event that there was a suit on
the note, this interest would be sued for. The letter of July 30th, we shall be glad to ship the
same rule applies to an open account. After the goods immediately.” A participle placed at the
due date in the legal sense, the debtor is liable beginning of a sentence must agree with the
for interest. In the case of an open account, subject of the following clause.
however, the payment of interest for the time
overdue is frequently waived by the creditor.
HAVE been told that the following sentence Q
is incorrect: “The accountancy profession is
ILL you kindly explain to me the dis as difficult to master if not more difficult than
tinction between single-name paper and any other profession.” Will you comment upon
two-name paper, as used in connection with
this sentence?
negotiable paper?
The sentence as it stands is incorrect, because A
Single-name paper is ordinarily applied to the a second “as” is omitted from the first part of
promissory note given by a borrower. In this the sentence. The sentence should be written
instance, only the name of the borrower appears in either of the two following ways, the second
on the note, and, hence, there is recourse only being the preferable form: The accountancy pro
to the borrower for the collection of the note.
fession is as difficult to master as, if not more
Two-name paper is ordinarily applied to notes difficult than, any other profession. The ac
receivable which have been discounted. In other countancy profession is as difficult as any other
words, the creditor, or holder, of the note de profession to master, if not more difficult.
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Edi
torial

Military
and
Naval
Promotions

T ESE are the times
H
out plannings and testings and
when friends of
ace tudent trials, quantity production can
men in the service
never be attained. Big things, after
September, 1918
are hearing of their
all, are the cumulative results of
promotion. Particularly is this little things, which often consume time. Anx
true of the men who were mak iety to reach the bigger things should never
ing good in business before they lure the student from thorough preliminary
joined the camps. Unversed in training. At times students want to patch book
military science or in war, these men, as a rule, reading or a little experience into part of a
were compelled to accept very subordinate posi course of study. Invariably, like any other
tions in the military and naval organizations. patchwork, the result is unsatisfactory. Vastly
Step by step they have been advancing, until better is it for the student to exercise patience,
now we hear of most of them being among the strategically to wait during a reasonable period
commissioned officers. This is another, and a of preparation. Patience is one of the traits es
convincing, proof that the qualities which make sential to grasping the bigger opportunities of life.
for success in business make for success in almost
any kind of effort. It is the cultivation of these
N these days, much is contained in the news
qualities which explains why many men succeed
papers concerning bribery in business. Fo
in everything they under
cusing of public attention
take. Mental and physical
upon this bribery is apt to
THE PACE STUDENT
skill developed in one un
give the impression that it
dertaking contributes to
exists more extensively than
success in other undertak
A Magazine of Service
in the past. As a matter of
ings. Practice of the homely
fact, the growing tendency
Interpreting
the Purpose, Spirit, and Needs
virtues is, at all times and
has been for years to elimi
of Modern Business
under all circumstances,
nate this species of fraud.
fundamental to true success.
Accountants have played
Rewards are bound to come
not an inconsiderable part
Published Monthlyto the man who does his
in this elimination. Highly
duty earnestly and con
organized
purchase depart
Subscription Price $1.50
scientiously.
ments, with systems of in
a Year, Payable in Advance
ternal check, have tended to
SUGGESTION box is
minimize
it. Along with
PACE & PACE, Publishers
, one of the most pro
this, there has been a de
30 Church Street
ductive means available for
cided moral improvement in
New York
stimulating individual initi
the manner of conducting
ative and interest in the work
business, which has had its
Copyright, 1918, by Pace & Pace
of the organization as a
effect.
The bribery re
whole. At least, many a pro
ferred to now in the news
gressive concern so avers. Every up-to-date firm papers is the remnant of an old system which
is looking for new ideas as to promotion and was being gradually discarded by modern busi
management that will keep down the “overhead” ness. In the old days, much of what is now
and increase the “net profit” result. Very often, complained of would have been accepted as a
certain employees all along the line have ideas matter of fact, and would not have been made
of this sort which are sensible and practical. the subject of investigation. In other words,
Why let their ideas go to waste because of lack the fact that it is being investigated is an indi
of encouragement? Install a suggestion box, cation, in itself, of the more moral view which
and keep its efficiency alive by giving full credit is now being taken in business.
for every helpful suggestion that is advanced.
This is one way of lightening the executive load. "I ALWAYS have an employee explain in full
detail, himself, an idea or a plan that he
F Marshal Foch, master of the offensive, it wishes me to O.K., before I arrive at any de
has been demonstrated that he knows how cision. I never make any comment whatsoever,
and when to wait. Nor has his waiting been idle
except to aid the employee in stating his idea
waiting. Well may it be likened to the waiting fully and quickly, till he has told me the whole
that must precede quantity production. During story. Then, if the idea is a good one, I
the tool stage in the production of our war promptly O.K. it and give him credit for it, say
equipment, some have been impatient. Yet with- ing in effect in an office memorandum which I
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Giving a
Hearing
to
New Ideas

send to the heads of the various
has in store for us. Curiosity,
departments, ‘Mr. Blank has sug
ace tudent which is a natural part of our men
gested that, instead of doing thus
tal make-up, prompts us to ask this
September, 1918
and so, we adopt a different pro
question, which applies to us as in
cedure, the details of which follow.’ ” So said dividuals and collective units, regardless of dif
a successful executive to a friend.
ferences of age, social station, and business or
A good many executives are so pressed for professional achievement. Out of all the specu
time—or, more truthfully, think they are—that lation that answering this query gives rise to,
they are likely to make two mistakes in matters there stands out at least one consolatory thought
of the above nature. First, they are likely to —Merit usually wins. So instead of fearing that
pronounce judgment too quickly, without mak what’s around the corner will be disagreeable,
ing sure that they are in possession of all the let’s believe it will be satisfactory and pleasur
facts. Second, they are likely to fail to give able, and force it to be so because of our devel
encouraging credit to the man or the woman oped deserts.
that thinks out the new idea or plan. In both
cases, they make a serious mistake, for they un
ORGETTING your business, at appropri Forget
dermine organization morale, and “organization
ate times, is as desirable as having it fully your
—
morale” is the most effective managerial support
in mind on other occasions. For example,Business
I
in attaining the objects of any concern. Give a recall a trip that I took up the Hudson with a Sometimes
hearing—a full hearing—to the man or the man who was in the coal business. My mind
woman with a new way of doing old things, and was centered upon the beautiful scenery which
don’t begrudge the credit that’s due. You, Mr. can be observed from the steamer. Occasionally,
Manager, don’t need all the limelight.
I would point out some particularly scenic spot.
He would invariably point to the smoke that
“A MAN must pay a good price in happiness was coming from the stacks of the manufactur
for his education,” recently remarked a ing plants near the edge of the river, remarking
friend of mine; “for example, consider how that such-and-such a plant was burning suchsmall trifles amuse uneducated people.” Unfor and-such a grade of buckwheat. Perhaps there
tunately, my friend was assuming that amuse was some advantage to him, in a business way,
ment was the basis of happiness. I soon pointed to find out what kind of coal was being used by
out that the educated person could enjoy many the plants situated on the Hudson. I doubt it.
things which were beyond the uneducated per Of vastly greater advantage would have been his
son. In this connection, I cited an instance of a enjoying to the full the trip he was making.
man who said that when he heard music he did Occasionally the mind needs a rest from the
not like, he immediately concluded that it was cares of business. Then it is that business
classical music.
should, and must, be forgotten. If you do not
Too often, we reach the conclusion that the want any mental and physical worries to inter
uneducated classes are happier than we. Should fere with your business when you are at work,
we talk with uneducated persons, we would find then forget your business when you are at play.
that they consider that we are happier than You owe it to your business, occasionally to for
they. Judged purely from standards of amuse get your business.
ment, it is possible that the uneducated person
is more easily amused than the educated. If
UPPOSE you don’t get the applause you Work
humanity is interesting, if the various countries
think you are entitled to, what of it? Yes, Rewards
of the world are interesting, if the works of men
I know you have done an exceptionally good
in business are interesting, if art and music are piece of work just now. I know that you engi
interesting, then the more a person learns about neered that deal through to a successful com
these things, the more interesting they will be pletion. I know that you are a wonder as a
come. To such a person, life itself should be salesman. I know that you are one of the most
more interesting. Education opens up the doors highly regarded accountants on So-and-So’s
to the interesting things in life, and if the edu staff. I know a great many more things of the
cated man does not find happiness in life, it is same kind about you, whoever you are. But
due to other causes than his education.
remember this: If you are actually or poten
tially big—big in vision and in power of achieve
WHAT’S around the corner? We have ment, you’ll find your chief joy in the work that
often wondered, all of us, from the days you do and in planning out more work still. In
of childhood when we played peeking games up due time, discerning people will seek you out
to now, when we should like to know what fate and extend to you a full measure of appreciation.
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DIFFERING as it
the Employers’ Liability statutes,
does from other
tudent or both, continue in force along
types of insur
with Workmen’s Compensation. In
September, 1918
ance, Workmen’s
these cases, it is not unusual for
Compensation Insurance calls employers to insure their risks under these
for special treatment in account laws by what is known as Liability Insurance.
Elmer O.
ing records. As the term sig Although there is this distinction between the
Stevens,
nifies,
this is insurance against two types of legal obligation and between the
C.P.A.
the statutory liability imposed upon employers two types of insurance, the terms are frequently
for injuries to workmen resulting from acci used interchangeably in practice.
The accounting treatment of payments made
dents happening in the course of the employ
on account of premiums for Workmen’s Com
ment.
Many people confuse Workmen’s Compensa pensation Insurance and Liability Insurance
tion with Employers’ Liability. There is a differs from the treatment in the books of ac
sharp distinction between the two terms. Under count of payments for premiums on fire insur
the Employers’ Liability Law, the employer is ance. In the case of fire insurance, the exact
liable, ordinarily, for his own negligence, and amount of the premium to be paid is known at
for the negligence of the fellow-servant of the the time the contract is made. This is not true,
injured workman. Some of these laws go a usually, with Workmen’s Compensation and
trifle further and provide that contributory Liability Insurance. In this class of insurance,
negligence on the part of the workman does not the amount of premium to be paid, ordinarily,
entirely prevent redress. Thus it is that Em can not be determined until the end of the
ployers’ Liability Laws center around accidents period covered by the policy.
arising from negligence on the part of the em
Premiums are customarily based upon the
amount of wages paid to the workman. Rates
ployer or the fellow-servants of the workman.
Workmen’s Compensation Laws, ordinarily, vary according to the class of service performed
compensate the workman for all injuries, except and the nature of the business undertaken.
those due to his own negligence. If all acci Following is a schedule showing the division of
dents were due to the negligence of either the operations, as provided in the standard form of
employer, the fellow-servant, or the injured Workmen’s Compensation policy (state of New
workman, then there would be practically no Jersey), issued by a well-known company which
distinction between the two laws. As a matter writes compensation and liability insurance:
of fact, the majority of accidents are not trace
able to these causes. Foreign countries have
(a) General business operations upon the employ Division
collected reliable statistical data which demon er’s premises, including all operative management and of
strate that negligence can not be definitely superintendence, and all ordinary repairs and upkeep Operations
of machinery and ordinary repairs to buildings not in
shown on the part of any one in about 70 per cluded in divisions (m) and (n).....................
cent. of the accidents, and estimates have been
(b) Employees engaged in the erection, installa
made that the percentage is even higher in this tion, repair, or demonstration of the employer’s prod
country. This is contrary to the common belief, uct elsewhere than upon the employer’s premises
but has nevertheless been substantiated in the herein defined.....................
(c) Executive officers of corporations.....................
statistics of several foreign countries. Under
(d) Clerical force—exclusively engaged in office
Employers’ Liability, or under the old common duties
.....................
law, the burden of these accidents fell upon the
(e) Draughtsmen—office duties exclusively..............
workman; under Workmen’s Compensation
(f) Outside salesmen, collectors, and messengers—
Laws, the burden of these accidents falls upon wherever engaged, not delivering goods.....................
the employer.
(g) Drivers and drivers’ helpers—wherever en
The Workmen’s Compensation Laws, then, gaged, including salesmen, collectors, and messengers
practically require the employer to insure his delivering goods or merchandise using teams..............
(j) Chauffeurs and chauffeurs’ helpers—wherever en
workmen against injury. So that the workman gaged,
including salesmen, collectors, and messengers
may be assured of receiving the compensation, delivering goods or merchandise using automobiles
the statute provides that the employer must or motorcycles.....................
(k) Metal stamping—(if separately rated).............
insure the risk with an insurance company, or,
(l) Railroad connecting with or entering upon
in some cases, he may insure under an insurance
fund of the state. In some states, the employer tracks of any other railroad—operation and main
tenance .....................
has the option of insuring in either of these ways,
(m) Employees engaged in the repair, alteration,
which is the case in the state of New York.
and construction of buildings, structures, or plants
In some states, the common-law liability, or (except machinery).....................

Accrued
Liability
Insur
ance
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(n) Millwrights—erecting, repairing,
The accompanying schedule illus
Accrued
Liability and removing machinery—not included
trates the manner of ascertaining
ace
tudent
Insurance in division (a) above.................
these facts. The first part of the
(o) Blasting operations, including all
September, 1918
(Continued) employees engaged in storing, handling,
schedule shows the amount of
or using explosives, including loading, capping, con weekly pay-rolls, analyzed as to six classifica
necting, and firing.................
tions, together with the total. In addition to
(p) Employees engaged in work of loading and un the amounts paid out at the end of each of the
loading boats, barges, lighters, or floats of any de
weeks, it will be noted that there is an accrued
scription.................
amount at the end of the year. The second part
Usually, an advance payment is made at the of the schedule is a summary, which analyzes
beginning of the period covered by the policy. the total amount paid and accrued as to each
The amount of this advance is determined by class. Opposite each of these totals, the rate at
making an estimate of the wages to be paid $100 is shown, from which are computed the
during the period. This estimate may be based amounts in the third column, showing the earned
upon past operations of the insured. Frequently, premium. In this case, the earned premium was
it is made upon a conservative basis, so that in $1,980.26. The estimated advance paid was $1,
many cases the amount of premium earned will 180; accordingly, the earned premium exceeded
exceed, by a considerable amount, the advance the advance paid by $800.26, which is shown as
an Accrued Liability.
payment made by the insured.
At the time of paying out the advance pre
The actual premium earned is determined at
the end of the period covered by the policy by mium—$1,180, the entry would probably be
a representative of the insurance company, who somewhat in the following form:
is known as a pay-roll auditor. Provision is
made in the terms of the contract for the exami Workmen’s Compensation Insurance . $1,180
To Cash..........................................
$1,180
nation of the pay-rolls and other records of the
insured by this pay-roll auditor. The program
At the end of the year, it would be necessary to
of such a pay-roll audit involves the analysis of
bring in the accrued amount, which might be
pay-rolls as to wages paid for the various classes
done by the following Journal entry:
of services in accordance with the schedule of
operations covered by the policy. From this Workmen’s Compensation Insurance . $800.26
analysis, a report is prepared and forwarded to
To Workmen’s Compensation In
the office of the insurance company by the pay
surance, Accrued .....................
$800.26
roll auditor. The facts and figures set forth in
The total in the Workmen’s Compensation
this report determine whether or not an addi
tional charge is to be made to the insured, or Insurance Account at this time would be
charged against the profits. The account,
whether a refund is due him.
Accountants auditing books, other than the “Workmen’s Compensation Insurance, Ac
pay-roll auditor referred to, as well as those crued,” would remain in the books and would
having charge of the keeping of the records, be shown in the Balance Sheet on the liability
must have in mind the peculiar characteristics side as an accrued liability. By the time the
of this kind of insurance. Not infrequently, the insurance company made the pay-roll audit,
junior accountant is called upon to make such an there would probably be an additional amount
analysis, and should be familiar with the neces to be paid, based on salaries paid and accrued
between the end of the accounting period and
sary procedures.
In preparing a Balance Sheet and Profit and the end of the period of insurance. Assuming
Loss Statement for a business, the earned pre the amount is $1,000, the entry would be:
mium must be determined by the accountant, in
order that operations may be charged with the Workmen’s Compensation Insurance $199.74
proper amount. This is also necessary in order Workmen’s Compensation Insurance,
Accrued .......................................... 800.26
to ascertain how much is unearned, if any,
To Cash ......................................
$1,000.00
which amount would be carried in the Balance
Sheet as a Deferred Charge—that is, an amount
Procedures similar to the above would be
carried on the asset side, indicating a sum to be necessary monthly in many establishments. In
charged against future operations. It is not these cases, it is desirable to have a regular
unusual to find that the earned premium exceeds analysis of the pay-roll made as part of the
the amount advanced, in which case the excess operating activities of the accounting depart
must be shown on the Balance Sheet as an ment. Under such circumstances, a sheet ruled
Accrued Liability.
to show the facts, much after the manner of the
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Accrued
Liability
Insurance
(Continued)

JAMES BROWN

Accrued Liability Insurance as at December 31, 1917
Applying to Pay-rolls from September 1st to December 31st
Week
Ended

Sept. 7
“ 14
“ 21
“ 28
Oct. 5
“ 12
“ 19
“ 26
Nov. 2
“
9
“ 16
" 23
"
30
Dec. 7
“ 14
” 21
“ 28
3 ds. 31

Total
Pay-roll

Mechanics,
Helpers,
etc.

$ 2,844.25
3,285.50
3,360.50
3,530.00
3,281.25
3,102.75
2,962.50
2,647.50
3,108.00
3,141.75
3,299.25
3,157.50
3,043.50
3,429.00
3,302.00
3,522.00
2,714.25
1,381.00

$ 1,802.90
2,155.90
2,208.40
2,344.00
2,135.00
1,992.20
1,875.00
1,625.50
1,983.90
2,013.40
2,164.40
2,046.00
1,952.30
2,280.70
2,156.60
2,332.60
1,686.40
862.30

$

$55,112.50

$35,617.50

$11,022.50

Warehouse
men

568.85
657.10
672.10
706.00
656.25
620.55
592.50
529.50
621.60
628.35
659.85
631.50
608.70
685.80
660.40
704.40
542.85
276.20

Drivers
and
Helpers

$

75.00
75.00
75.00
75.00
75.00
75.00
75,00
75.oo
75.00
75.00
75.00
75.oo
75.00
75.oo
80.00
80.00
80.00
40.00

$1,330.00

Chauffeurs
and
Helpers

Sales
men

Clerical
Force

90.00
90.00
90.00
90.00
90.00
90.00
90.00
90.00
90.00
90.00
90.00
90.00
90.00
90.00
95.00
95.00
95.00
47.50

$ 150.00
150.00
150.00
150.00
150.00
150.00
150.00
150.00
150.00
150.00
125.00
125.00
125.00
110.00
110.00
110.00
110.00
55.00

$ 157.50
157.50
165.00
165.00
175.00
175.00
180.00
177.50
187.50
185.00
185.00
190.00
192.50
187.50
200.00
200.00
200.00
100.00

$1,592.50

$2,370.00

$3,180.00

$

SUMMARY
Mechanics, helpers, etc..........................
Warehousemen..................................
Drivers and helpers............................
Chauffeurs and helpers.......................
Salesmen.............................................
Clerical Force........................................

Pay-roll

Rate per $100

$35,617.50
11,022.50
1,330.00
1,592.50
2,370.00
3,180.00

5.02
1.38
1.32
1.10
.12

.07

$55,112.50
Deduct: estimated advanced premium

Accrued Liability..............................................................
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Earned
Premium

$1,788.00
152.11
17.56
17.52
2.84
2.23

$1,980.26
1,180.00
$ 800.26

English
Depart
ment
Horatio
N. Drury,
A.B.

Ruggedness
in
Style

STRONG begin
A
ning—this is one
of the most use
ful principles to
be borne in mind
by anybody who
wishes to write
any kind of prose
composition well.
It is a principle
that applies to business writing
with peculiar pertinency.
Think, for instance, of the let
ters, the advertisements, the pub
licity folders that have attracted
your casual glance and then com
pelled your attention. You will find
upon analysis of each example that
the first few words have challenged
your interest and impelled you to
read on further, even though the
message itself may not have dealt
with a subject in which you were
especially interested.
Ruggedness rather than smooth
ness of style is the quality that
should characterize most business
communications—especially those
that aim at arousing interest as a
preliminary step to arousing the
desire to purchase. And rugged
ness is amply served by adherence
to the simple rule of beginning
strongly everything you write and
all its parts.
Nouns, which may be either un
modified or modified by a telling
adjective or two, make a good be
ginning. So do adjectives and verbs
under certain conditions. But con
junctions and introductory phrases
of all kinds should usually be
avoided. The short periodic sen
tence is effective—the kind in which
the sense is suspended till the end.
Short, declarative, imperative, and
interrogative sentences almost al
ways carry a “punch,” provided
they deal with either the strikingly
obvious or the strikingly unfa
miliar.
Note, in illustration of the above
observations, the following begin
nings :
LETTERS
Your collection of paintings is
known to be one of the choicest in
the country.
Increasing taxes are imposing a
heavy burden upon men of affairs.
Your store is situated upon the
main road which leads directly to
the White Mountains.
Men and women of your class,
cultured, of good birth and posi
tion, the leaders of a nation, are
starving to death in Poland.
Can you write sales letters that
create interest, increase good-will,
and sell goods?

Pace Student
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Fifty thousand dollars ($50,000)
is what you are worth if you earn
$2,500 a year.
Our chief aim is to serve our cus
tomers with full satisfaction to
them.
Thank you for sending us your
order of July 20th for one of our
Duplex Steamer Trunks, size B.
“Save the extra hours of summer
daylight” is a slogan that should
carry a personal message to every
American citizen.
It is a very simple thing to make
a leather belt.
Cutting letters short saves money
and produces more business.
ADVERTISEMENTS
Do you desire to become an ac
countant—a business technician?
You can convert waste time into
capacity, position, influence.
Look yourself over vocationally
and find the weak spots.
How do your employers rate
your ability?
Every available accountant has
been drawn into Governmental or
some other technical employment.
A noiseless office is an efficient
office.
Are you interested in industrial
management?
The war-tax law directly or indi
rectly affects every one of us.
What constitutes “trading with
the enemy”?
Economy must be practiced with
judgment.
This booklet will help you to in
crease your sales.
Warmth without weight charac
terizes our fall overcoats.
Good English is good business.
Bankers can create new business.
Keep your liberty bonds.
How will your securities stand
the war-tax strain?

French is a foreign language
which has long made a peculiarly
intimate appeal to English-speak
ing nations, and especially to the
United States.
A knowledge of conversational
and written Spanish is a business
asset of increasing value.
To succeed, if not to-day, to
morrow, or day after to-morrow—
is not this every normal-minded
man’s hope and desire?
The more you know about busi
ness, the better equipped you are to
safeguard your own interests or to
win success in your chosen work.
Organized technical knowledge,
broad perspective, and developed
reasoning power — these three
things Modern Business demands
of you if you would advance from a
routine worker to a director of
others.
How to find the right position in
the right organization is a big prob
lem for most young men and wo
men.
You can learn how to talk on
your feet to others clearly, co
herently, and convincingly.
The letters, advertisements, and
publicity folders, from which the
above opening sentences are taken,
were highly productive—they more
than fulfilled expectations. Hence,
the observations made as to the
most effective ways of beginning
the presentation of a written mes
sage are not without practical value.

Mr. Rudo then took a course in
Strayer’s Business College, gradu
ating in 1910. The profession of
Accountancy had long interested
Mr. Rudo, and he decided to qualify
for accounting duties that would in
sure him a market value. Following
this purpose, he enrolled in the Bal
timore School of Accountancy (Pace
Courses), and graduated in 1914.
After three years of technical and
business experience, Mr. Rudo
passed the Maryland C.P.A. exami
nation, receiving his professional
degree in 1917.
Several facts stand out in Mr.
PUBLICITY FOLDERS
Rudo
’s business career thus far. One
What is your market value in
fact is that a young man with deter
business?
You expect to make business mination can secure the C.P.A. de
gree at an early age if he is willing
your life work.
Taxation has long been a per to pay the price for it in conscientious
plexing subject to economists and devotion to the proper training. An
other fact is that mastery of Ac
lawyers as well as to laymen.
Are you poor in English—in the countancy at once gives one a mar
kind of English you employ when ket value—an asset that Modern
you talk to somebody, when you Business needs and is glad to pur
write a letter, or when you dictate chase. Finally, the accountant is
able to render his country a distinct
a report?
Women have long played a highly patriotic service—a fact that Mr.
Rudo is finding out with satisfaction.
useful part in business.
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Permanent
Demand
for
Accountants

materials for this war. In other
parts of the Government, these ac
countants are planning the organi
zation of those departments con
cerned with the business side of
the war. In still other departments,
accountants are advising as to ways
and means of effecting purchases.
In France, to-day, there are hun
dreds of accountants who are super
vising the work of mobilizing and
moving war munitions and supplies.
This same demand for accountants
is found in business.
“Calls for accountants capable of
executive work are being constantly
received by reputable vocational
agencies. Although it is unusual to
advertise for this character of
executive, so great is the demand
that advertisements appear regu
larly. Those who have watched the
progress of young men in business
within the past few; years can not
but be impressed with the number
of Accountancy-trained men who
have jumped into the higher posts.
This demand for Accountancytrained men, both by the Govern
ment and by the business world, is
the direct result of the present
problem of increasing production
—a problem with which the ac
countant is peculiarly familiar.
“Is this demand for more produc
tion permanent, or will it pass with
the ceasing of the war? If we are
to supply the markets of South
America and of the Orient, opened
up by our new merchant marine,
and if we are to help in the rehabil
itation of Europe, then we must
produce. Not only as to foreign
countries, but as to the needs of
our own country, will the demands
for production be urgent. It must
not be ignored that there is a re
construction necessary in America,
as well as in those countries which
are the theater of the war. If you
go into the shops of the street rail
way companies, you will find a num
ber of cars laid up for repairs. The
companies are having the greatest
difficulty in maintaining their equip
ment, for the reason that they can
not get the materials or the men to
do the current repair work. This is
a condition prevailing in all manu
facturing industries. If you exam
ine the statistics of building con
struction, you will find that it has
fallen off tremendously, in spite of
the fact that there is a normal in
crease from year to year of from
ten to fifteen per cent. With the
further progress of the war, the
distinction between essential and
non-essential industries will be
come all the more marked. As to
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many things, we are running on a
war basis and getting along the
best we can with what we have.
In this, and in every civilized coun
try, there must be a tremendous re
placement after the present war.
In order to effect this replacement
and this reconstruction, the demand
will be then as insistent as it is now
for more production.
“From these facts, three definite
conclusions may be drawn. First
of all, the young man who must
look to business for a living has
every assurance that business will
be prosperous for years to come.
Second, the young man who be
lieves that merit, and not chance,
should determine the rewards of
business, may be encouraged by the
trend of business toward a more
scientific development. Lastly, the
man who would be a leader in busi
ness can get no better training than
that afforded by the study of Ac
countancy, because Accountancy is
most intimately concerned with the
big present and future problem of
business—the problem of more
production.”
AXIMUM Production in
Machine Shop and Foun
dry,” C. E. Knoeppel, The
Engineering Magazine, New York.
The author of this work, C. E.
Knoeppel, has an intimate knowl
edge of shop and foundry condi
tions, gained, as the preface to the
book says, “on the floor.” In ad
dition to this experience, he has
been connected, as specialist in bet
terment work, with many wellknown plants, through association
with organizations making a spe
cialty of production study and ac
counting.
A considerable portion of the
volume of three hundred and sixtyfive pages is taken up in a discus
sion of the value of correct mana
gerial and cost-accounting methods.
In a discussion of the value of cost
accounting, the author points out
very clearly the essentials that are
necessary in order to secure the
maximum of production. They are
(1) securing data; (2) recording
the data secured; (3) compiling the
data in convenient shape for ref
erence and study; (4) reasoning ap
plied to the compilations; (5) con
clusions based on the reasoning;
(6) action in some definite direc
tion; (7) results.
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In a few pages, Mr. Knoeppel
brings out very clearly the results
that can be expected from a worth
while accounting system. The dif
ference between a poor organiza
tion and an orderly and efficient
organization is very clearly defined,
and is exemplified in a later chap
ter, in which the experience of a
molder in a foundry which is run
in haphazard fashion is very amus
ingly delineated.
The chapters dealing with foun
dry organization and management
(comprising approximately the lat
ter half of the book), including the
handling of shop details, the re
cording of the work, and the obtain
ing of the necessary production
records, are well worth systematic
study. Mr. Knoeppel attacks the
problem of production in a machine
shop or foundry from the attitude
of the man who desires to get the
most out of the business, and shows
that this can best be done through
the medium of information obtained
from records, and not through mere
acquaintance with all of the details
of operation from day to day.
To the student of accounting or
engineering, to the practicing ac
countant, to the foundry or ma
chine-shop manager, and to the
management expert, the volume af
fords a welcome addition to the lit
erature on the subject.
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tion appointed, and should the car
rier be holding them for the buyer
or his agent, they are not in transit,
even though the buyer has indi
cated that they are to be sent to a
further destination. Likewise, if
the buyer has demanded the goods,
and the carrier has wrongfully re
fused to deliver them, they are not
in transit.
The third condition, that relating
to a negotiable bill of lading, is an
important one to remember. A
negotiable bill of lading is one
which permits of the transfer of
the goods by an endorsement of the
bill of lading. Should the buyer
have possession of the bill of lad
ing and sell the goods to a third
party, endorsing a negotiable bill
of lading to that third party, then,
assuming that the third party is
innocent of any fraud, the seller
loses his right of stopping the
goods. Under the Sales Act, this
is true, even though the bill of lad
ing has been endorsed after the
seller has notified the railroad com
pany to return the goods. Accord
ingly, the Act also provides that
should a negotiable bill of lading
have been issued respecting the

Stopping
Goods in
Transit
(Continued)

goods, “the carrier shall not be
obliged to deliver, or justified in
delivering, the goods to the seller,
unless such document is first sur
rendered for cancelation” These
provisions are indicative of the
difficulties which may attend the
exercise of this right, should a
negotiable bill of lading have been
issued for the shipment.
Another course of action sug
gested by this right is the author
ization of agents to exercise it. By
this I mean, an agent of the seller,
residing in the same town as the
buyer, is more apt than the seller to
know whether or not the buyer has
become insolvent. Delay may be
encountered if he communicates
with the buyer after learning this.
It is far better that the agent have
the authority to take it up imme
diately with the railroad. The
courts have held that when agents
have such authority conferred upon
them, they may as readily exercise
the right as the seller.
The above suggests the means of
exercising this right. These means
are to obtain possession of the
goods, or to notify the carrier that
the seller has exercised his right of
stoppage in transitu. When the
seller has so notified the carrier, it
is the duty of the carrier to deliver
the goods to the seller. However,
the carrier has the right to charge
the seller with the expenses of the
delivery, in connection with which
right he may hold the goods until
payment is made.

College
RANK advice is given to col
lege women in business by
Women
Mrs. William E. Cramer,
in manager
of the Collegiate Alumnae
Business Bureau of Occupations, Kansas

F

City, Missouri, in Forbes Magazine.
Many of the remarks seem to apply
with equal force to college men in
business.
“False pride,” says Mrs. Cramer,
“is the greatest fault with which
college women have to contend.”
They should not be afraid that they
will hold some position beneath
their dignity.
Four years of liberal arts, she
states, should not be regarded as the
finale, as far as learning is con
cerned. Specific training in business
procedures is advised. A college
education is only a foundation, upon
which the girls should build up
technical training of some sort.
College women, anticipating busi
ness careers, will do well to heed
this advice by a woman actively en
gaged in placing college women in
business positions.
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HE Western Electric Com
pany, Inc., is one of the latest
big business concerns to take
up seriously the matter of edu
cating its employees, so as to in
crease the efficiency of its person
nel. The following outline gives a
clear idea of the educational plan
which the Company is about to put
into effect:
“The Engineering Department of
the Western Electric Company,
Inc., will offer, in September, 1918,
at least two educational training
courses to qualified junior male em
ployees. As at present arranged,
these courses will follow two main
lines of training: (1) experimental
engineering and (2) drafting and
design.
“The aim of this work is to fill
the posts hitherto largely occupied
by college-trained men, and to
enable young men within the or
ganization to meet the competition
of college-trained men without any
insuperable handicaps.
“All instruction to be given will
be of college grade, and will deal
with the mathematical and physical
basis of all engineering—especially
with the engineering aspects of the
art of communication Additional
instruction will relate to econom
ics, industrial organization, ac
counting, and report-writing. In
struction in mechanical drawing
will begin where previous instruc
tion ended.
“Each of the two courses to be
offered will be of three years’
length, with instruction given nine
months of each year. Each year is
to be divided into three terms, of
thirteen weeks each, and actual
class instruction will be given from
five to six hours a week.
“Supplementary instruction in the
summer will be offered in drafting
and laboratory manipulation.
“All such instruction is to be
given on Company time, within
regular hours; but all outside prep
aration connected with the work
must be done by the individual on
his own time.
“The only expense to employees
taking these courses will be the pur
chase of standard text-books and
serviceable drawing instruments.
“In order to be eligible for either
of these courses, an employee must
have graduated from high school,
or must have proof of his pro
ficiency in arithmetic, algebra, plane
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and solid geometry, and elementary
physics. He should preferably have
had instruction in mechanical draw
ing. He should also be able to
write clear and correct English.
“Both courses outlined above
will be given in September, 1918,
and will be repeated in December,
1918, and in March, 1919. Em
ployees failing to qualify for the
September courses may enter in
December or in March, provided
they have by that time fulfilled the
necessary requirements for admis
sion.
“If a sufficient number of men
with training in advance of high
school grade, who desire to take
either course, are secured, an ad
vanced class may be organized to
complete the course in two years.
Additional bulletins will be issued
as plans mature.”

Educa
tional
Plan —
Western
Electric
Com
pany

schedule shown, could be placed in
the Ledger. These sheets are con
veniently placed in the Ledger sheet
containing the account, “Work
men’s Compensation Insurance.”
Thus it is that in the analysis fre
quently necessitated in an audit, in
the operation of book records, and
in the construction of accounts, the
accompanying schedule is sugges
tive. As has been indicated, the
classifications are ascertained from
the policy, and, ordinarily, the anal
ysis is made according to the pay
roll payments, from week to week,
bi-weekly, or monthly, as the case
may be. It is with these three ob
jectives in mind that the student
should study the schedule.

Accrued
Liability
Insurance

SERIES of articles was re
cently concluded in Forbes
Magazine on “The Best Em
ployer in America.” Each of these
articles was written by an employee
of the employer concerning whom
he wrote. Practically every repre
sentative organization in America
was entered in the contest. The
most significant fact about all of
the contributions was that the size
of the pay envelope was a secondary
consideration. It was shown that
the qualities most appreciated in an
employer centered around a human
interest in the welfare of his em
ployees. Practically every writer
pointed out the improvement in
morale and in efficiency which re
sulted from this human interest.
The success of the organizations
named and their standing in the
business world was, in itself, an at
testation of the advisability of close
attention to the human factor in
production.

The
Best
Em
ployer
in
America

A

(Continued)

Personal MISS FLORENCE S. FITHIAN,
Pace Institute, has accepted a posi
Notes tion as bookkeeper with the Com
mercial Acetylene Supply Company,
having resigned her position with
the Pacific Phonograph Company,
of Seattle, Washington.

LESTER BARNETT, until re
cently connected with the Pace
Agency for Placements, Inc., has
been transferred to the Public Ac
counting Department of Pace &
Pace, and B. J. CARPENTER has
taken his place in the Agency.
E. C. KNUDSON, Brooklyn In
stitute of Accountancy (Pace
Courses), has received his commis
sion as assistant paymaster in the
United States Navy.
T. KELLEY BACK, graduate of
the Pace Courses in Washington,
D. C., after graduating from the
Officers’ Training Corps, Camp
Devens, Mass., has received his
commission as second lieutenant in
the National Army.
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CHARLES H. VASOLL, Brooklyn
Institute of Accountancy (Pace
Courses), has received his commis
sion as assistant paymaster in the
United States Navy.

BENJAMIN ALK, Pace Institute,
is now a corporal in the National
Army. Immediately upon his join
ing the camp, he was designated for
the Officers’ Training School, but
did not completely pass the physical
examination. There is strong prob
ability, however, that Mr. Alk will
receive a commission in the Quar
termaster’s Department. .

HOLLIS, TILTON & PORTE,
public accountants, have removed
to suite 1364-1368 Penobscot Build
ing, Detroit, Michigan. Mr. Fred
eric A. Tilton of this firm is the
Special Counselor of the Detroit
Institute of Technology (Pace
WILLIAM R. BROPHY, a student Courses).
at Pace Institute, New York, has
been appointed accountant for the LEONARD V. CLOSTERMAN,
platinum section, War Industries Pace Institute, has severed his con
nection with the Rubberset Com
Board, Washington, D. C.
pany, of Newark, New Jersey, to
A. L. PHILBRICK, Pace Institute, accept an executive position with
New York, who has been an asso Henry Moss & Company.
ciate member of the American In
stitute of Accountants, was ad FRED G. EASTLAND, Extension
vanced to member, after the last student of the Pace Courses, has
joined the National Army.
examination.

JOSEPH GILL, Pace Institute,
New York, who has been an asso
ciate member of the American In
stitute of Accountants, was ad
vanced to member, after the last
examination.

The Nation needs trained men
and women in ever increasing numbers during
war times. Our educational work must not slacken.”—Excerpt from the
address of a prominent Government official.
Pace Institute is now organizing evening classes in the following subjects, all of which
have a war-time significance:
Accountancy—a professional course giving tech
nical preparation for the C.P.A. degree of any state.
Business Administration — a course presenting
Business as a science, and training men and women
to develop their executive potentialities.
Shorter Accounting Course for Women—a course
which prepares women to take charge ofbookkeeping and
simple accounting records, and act as office executives.
Public Speaking—a course that trains men and
women to speak to others effectively under the ordi
nary conditions of business or social life.

English for Business—a course that gives practi
cal instruction in grammar, sentence structure, para
graph building, vocabulary enlargement, and letter
and report writing.
Secretarial Training—a course that gives training
in the manifold requirements exacted of the efficient
private secretary.
French and Spanish—courses that give training
in both the conversational and the grammatical as
pects of these two languages, with special reference
to business needs and demands.

The courses in Accountancy, Business Administration, and English may be taken by Extension through the mail.
Descriptive folders of each of the above courses are available upon request—also tickets of admission to various
opening lectures.
Address or telephone (Cortlandt, 1465):

Pace & Pace
WASHINGTON
1004 F Street, N.W.

NEW YORK
Hudson Terminal, 30 Church Street
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BOSTON
Tremont Temple

